“Learning, understanding and applying negotiation skills has become more important than ever as we

deal with more interpersonal complexities and lesser resources in a time-compressed world.”

Suitable for

Senior managers, managers, senior executives, Sales Professional and anyone who has to participate in negotiation.

Course Description

Learning, understanding and applying negotiation skills has become more important than ever in the 21st century
workplace and marketplace as we deal with more interpersonal complexities and work with lesser resources in a time-
compressed world.

We negotiate all the time, with our bosses, with customers and suppliers, with friends and with family members.
Negotiation is a process whereby people deal with their differences. To negotiate is to achieve mutual agreement through
a progressive and productive dialogue.

Course Objectives

On completion of this program the participants will be able to:

e Create a collaborative climate for a negotiation

e Control the negotiation regardless of the style you meet
e Positively influence all aspects of a negotiation

e Minimise resistance from the other party

e Prepare strategically

e Handle concessions with confidence

e Build an agreement using a four steps method

e Manage difficult negotiation situations

e Approach cross-cultural negotiation more confidently
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Course Content

Module 1 — Overview Negotiation

Defining Negotiation

The nature of negotiation

Fundamentals of Negotiation

4Ps of a Skilled and Successful Negotiator

Use a structured process (PROBE)

What are the Negotiable Concessions in your Business?
The Financial Implications of Negotiations

Module 2 - Interpersonal Skills used by Effective Negotiators

Ensure a collaborative climate

Adopt a low-key, persuasive approach
Ask lots of questions

Manage concessions skillfully

Know where you have leverage

Module 3 - Your Personal Presence in Negotiation

Be true to yourself

Be knowledgeable

Aim high

Say no when you have to

Be flexible

Be calm

Be a good listener

Know how you are influenced and how to influence others

Module 4 - Be in Control regardless of the Style you meet

How to be in control of the negotiation
Three specific negotiation styles
WIN/WIN style

WIN/LOSE style

WIN/win style (Big WIN/Little win)
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Module 5 — Use the Process to get the Most out of your offer
Open the business interaction
Build the agreement in four steps
End with commitment

Module 6 — Be well Informed and well Prepared for the Negotiation

Think Through Your Strategy
Preparation Sheet
Self Evaluation Form

Module 7 — Managing Difficult Negotiation Situations

Team negotiations

When you have less power
Handling emotion

Avoiding deadlock

Breaking deadlock

Recognizing and managing tactics
Cross Culture Negotiations

Methodology

This course will be conducted via group interaction, individual exercise, case studies, role-play, lectures and video/ films.
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Other Details:
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Payment to be made within 15 days from the date of the invoice.

All payments must be made by cheque/online transfer etc., drawn in favour of Sieger Training Consultants Pvt. Ltd. Sieger will charge on INR basis only.
Overseas clients will have to take care of all the training materials directly as briefed by Sieger Training. However, Sieger can procure some (which can be
transited) not all, on behalf of the client but any additional charges for custom clearance has to be taken care by client only.

Facilitators Travel & Food have to be taken care by the client

Clients will have to arrange LCD, Speakers, Mike on their own.

Cancellation of confirmed programmes shall be intimated one week in advance else 50% of the total charges shall be applicable.

Client will recognize the intellectual property rights of Sieger Training and such materials are not to be copied without prior written approval of Sieger Training.
Take all responsible steps to hold all Sieger Training copyrighted materials confidential to Client.

Guarantee that no training will be conducted using Sieger Training concepts or material is carried out for employees of Client and Client shall not use Sieger
Trainer's without the knowledge of Sieger Training Consultants (P) Limited.

Ensure that any materials of Sieger Training supplied to internal employee(s) are retained by Client and or returned to Sieger Training in the event that the
employee(s) ceases to be employed by the company;

Ensure that no substantive modification of course design or content occurs without the prior written permission of Sieger Training, which shall not be withheld
unreasonably;

Treat this agreement as confidential and not divulge its contents to third parties;

Inform Sieger Training of any internal procedures for the payment of invoices.

Follow us on

00000060

Let’s Stay In Touch Click Here To Subscribe SIEGER TRAINING INDIA Workshop Updates
Copyright (C) 2015, Sieger Training Consultants (P) Limited, All Rights Reserved.
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http://siegergroups.ip-zone.com/newslink/0/152.html
https://www.facebook.com/siegergroups�
https://www.linkedin.com/company/sieger-training-consultants-private-limited�
https://twitter.com/siegerindia�
https://plus.google.com/+SiegerTraining/posts�
https://plus.google.com/photos/+SiegerTraining/albums?banner=pwa�
https://www.youtube.com/user/SiegerTraining�
https://www.pinterest.com/siegergroups/�
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